ID ARTICLE INDEX Jan. to June, 1962 


IDEAS FOR MANAGEMENT 


TEACHING MACHINES FOR SALES TRAINING 

Subject matter of many kinds can be programmed | on . ‘machines, 
enabling a salesman to instruct and test himself by making re- 
sponses to a sequence of statements or questions. 


RECESSION? WHAT'S THAT? 
A novel approach to personnel management is inistituted, 
productivity, sales and net profit. 


inc creasing 


EDP DEMANDS PLANNING 
To get the most from a data processing system, 
precede the installation of the equipment. 


planning must 


PICK YOUR SITE TO FIT YOUR FUTURE... ° ° 
What factors does a company consider when it picks a site for 
a new building? 


THE RED LIGHT MEANS GO 
To insure that telephone customers get immediate attention from 
sales staff, distributor installed an electronic signaling system. 


SALES MANAGEMENT SERIES 


1. THE FUNCTION OF SALES MANAGEMENT 
The function of modern distributor sales management and its 
broad role in the market place today. 


January 


il. PLANNING AND ORGANIZATION . February 
To keep competitive, a distributor should observe well defined 
objectives, planning and organization. 


il. DEVELOPING YOUR SALES POTENTIAL 
Develeping sales potential of customers and prospects and relat- 
ing this to your firm is the key to a larger share of your market. 


iV. SALES FORECASTING 

Sales forecasting is the foundation of sales budgeting ‘and con- 
trol of sales expense and offers a key to better sales planning 
Vv. SALES BUDGET: VALUABLE CONTROL ‘ ‘ ° May 105 
Sales budgeting increases management awareness and efficiency 
while it offers a prime method of attaining company objectives 
and formulating plans for the future. 


Vi. GETTING STARTED IN SALES ANALYSIS ‘ 
Purpose and use, and data required; selection of method; 
reports; control factors in sales analysis 


using 


SALES IDEAS 


STOCKLESS PURCHASING FOR SMALL PLANTS... 
Small or medium-sized supply firms, selling to all types of plants, 
have a stake in industry's trend to more efficient buying. 


OLD-LINE PLANTS NEED NEWEST KNOW-HOW... 
Can the industrial distributer really spearhead the ‘introduction 
of new technology to industry? 


HOW TO LOSE MONEY—AND MAKE IT PAY. . January 
With a little ingenuity, this salesman lost some business, ‘put the 
dividends more than made up the difference. 


SELL THEM SYSTEMS—NOT JUST PRODUCTS . January 
Salesmen for a Canadian distributor promote the firm's ability to 
integrate components into working system for customers. 


MAKE SALES CALLS PROFITABLE CALLS 
This sales management program has as its major goal the concen- 
tration of maximum sales effort in areas of maximum potential. 


PROVE PERFORMANCE ON THE SPOT 

A distributor's use of mobile displays to ‘prove performance of 
equipment in a prospect’s plant has resulted in increased sales 
THE OVERLOOKED CHANCE . February 
Making the “right’’ recommendation to a customer for a replace- 
ment may mean a “loss’’ of business in this salesmen's case. 
HOW TO SELL IDEAS. March 
Providing unique services ‘to " {adustry “enables Banks- Miller to win 

friends and increase profits. 


THE MOVING FINGER POINTS TO YoU ° es 
In this case, a salesman is faced with the problem of either, ac- 
cepting the blame or passing it on to the manufacturer. 


PERSONALIZE YOUR SELLING. 
The benefits of the service offered by an "Indiana distributor are 
relative freedom from price cutting, and loyal customers. 


A WAY TO MORE PROFITABLE SALES 
A distributor offers greater service at lower costs. through a spe- 
cialized custom-order belting service. 


THE RULES OF THE GAME. .* 
In this case, a salesman uses @ game of golf to ‘make @ sale. 


PLANNING FOR EMERGENCIES. 

New Orleans distributor is prepared to give emergency service in 
the industrial community im the face of foul weather, earning the 
gratitude of old customers and gaining many new ones. 


THE IMPRESSIONABLE RECEPTIONIST May 104 
In this case, a salesman is confronted with a ” receptionist " who 
“plays favorities.” 

HOW TO PIONEER A SPECIALTY june 78 
This firm stresses the ‘‘systems”’ 
ideas in hydraulic applications. 


approach in merchandising new 


HOW TO SPECIALIZE BY PROBLEM SOLVING 
A distributor concentrates all resources of his small supply firm 
to sell specifications, not just products. 


UPGRADING SALESMEN’S KNOW-HOW 


An intensive product training course for one distributor's sales- 
men. 


THE PRICE IS WRONG 
n this case, the salesman's unwanted but constant companion, 
the price bugaboo, raises its ugly head. 


GENERAL 


SOMEBODY'S GOT TO SELL SELLING. .. . February 
Warren Pike, Boston distributor, works ‘with Notheastern. Uni- 
versity’s cooperative education program to help worthwhile stu- 
dents achieve a technical education and to assure his firm a 
supply of experienced, trained salesmen. 


1D EDITOR PUBLISHES BOOK eeweces , é08 
Management's approach to and planning of a punched-card in- 
stallation is explained in a volume entitled Punched Cards: Data 
Processing for Profit improvement, by ID Associates Editor Don 
McGill 

PORTRAIT OF A SALES MANAGER . June 
A survey of distributor sales managers conducted by iD” reveals 

some interesting facts about this executive and his job 


A DISTRIBUTOR WRITES A BOOK 
Howard Begg, retired president of Squier, 
written a book entitled How | Manage. 


Schilling & Skiff, has 


PROMOTION 


SELL YOUR FUNCTIONS ‘ . February 
The story of a successful public relations program designed to 
sell industry on distributor services. 

PUBLIC RELATIONS CAN BE EFFECTIVE March 
Ohio distributor instituted a P.R. program directed | to employees, 
suppliers, customers and the community 


MEETINGS 


SIDA MID-YEAR MEETING . oeeeece . February 
Southern distributors and their suppliers meet in ‘Houston “and 
adopt new techniques of wokshop sessions. 

WESTERN STATES DISTRIBUTORS MEET... ° ...March 
Profit analysis, appraisal of changing market and new ‘training 
programs for salesmen highlight San Francisco sessions. 


NEW YORK HOSTS THE BIG ny te : 
A summary of the events ef the three-day 1962 Triple Industrial 
Supply Convention, sponsored by NIDA, SIDA, and ASMMA. 


SPECIAL REPORT 


MANUFACTURER-DISTRIBUTOR RELATIONS 
A new look at critical areas of supplier-distributor teamwork 
reveals the need for updating practices to keep pace with new 
technology and industrial consumer demands 


Policy and Planning: “‘Intuition’’ Era Ends 
Market Knowledge: Facts on Needs Pay Off 
Training: More Intensive Programs 

Sales Promotion: Expanding Function 
Marketing: New Stress on Unity... . 
Time For Distributor Innovation 


ANNUAL SURVEY 


16th ANNUAL SURVEY OF DISTRIBUTOR OPERATIONS 

1961 sales volume decreased on the average of 3% from 1960's 
level. Most other factors remained somewhat unchanged except 
accounts receivable which showed « 9% increase. 


EDITORIAL 


-Distributor Relations 
New Directions ... 


INDUSTRIAL DISTRIBUTION 





ID ARTICLE INDEX Jan. to June, 1962 


IDEAS FOR MANAGEMENT 


TEACHING MACHINES FOR SALES TRAINING 

Subject matter of many kinds can be programmed | on . ‘machines, 
enabling a salesman to instruct and test himself by making re- 
sponses to a sequence of statements or questions. 


RECESSION? WHAT'S THAT? 
A novel approach to personnel management is inistituted, 
productivity, sales and net profit. 


inc creasing 


EDP DEMANDS PLANNING 
To get the most from a data processing system, 
precede the installation of the equipment. 


planning must 


PICK YOUR SITE TO FIT YOUR FUTURE... ° ° 
What factors does a company consider when it picks a site for 
a new building? 


THE RED LIGHT MEANS GO 
To insure that telephone customers get immediate attention from 
sales staff, distributor installed an electronic signaling system. 


SALES MANAGEMENT SERIES 


1. THE FUNCTION OF SALES MANAGEMENT 
The function of modern distributor sales management and its 
broad role in the market place today. 


January 


il. PLANNING AND ORGANIZATION . February 
To keep competitive, a distributor should observe well defined 
objectives, planning and organization. 


il. DEVELOPING YOUR SALES POTENTIAL 
Develeping sales potential of customers and prospects and relat- 
ing this to your firm is the key to a larger share of your market. 


iV. SALES FORECASTING 

Sales forecasting is the foundation of sales budgeting ‘and con- 
trol of sales expense and offers a key to better sales planning 
Vv. SALES BUDGET: VALUABLE CONTROL ‘ ‘ ° May 105 
Sales budgeting increases management awareness and efficiency 
while it offers a prime method of attaining company objectives 
and formulating plans for the future. 


Vi. GETTING STARTED IN SALES ANALYSIS ‘ 
Purpose and use, and data required; selection of method; 
reports; control factors in sales analysis 


using 


SALES IDEAS 


STOCKLESS PURCHASING FOR SMALL PLANTS... 
Small or medium-sized supply firms, selling to all types of plants, 
have a stake in industry's trend to more efficient buying. 


OLD-LINE PLANTS NEED NEWEST KNOW-HOW... 
Can the industrial distributer really spearhead the ‘introduction 
of new technology to industry? 


HOW TO LOSE MONEY—AND MAKE IT PAY. . January 
With a little ingenuity, this salesman lost some business, ‘put the 
dividends more than made up the difference. 


SELL THEM SYSTEMS—NOT JUST PRODUCTS . January 
Salesmen for a Canadian distributor promote the firm's ability to 
integrate components into working system for customers. 


MAKE SALES CALLS PROFITABLE CALLS 
This sales management program has as its major goal the concen- 
tration of maximum sales effort in areas of maximum potential. 


PROVE PERFORMANCE ON THE SPOT 

A distributor's use of mobile displays to ‘prove performance of 
equipment in a prospect’s plant has resulted in increased sales 
THE OVERLOOKED CHANCE . February 
Making the “right’’ recommendation to a customer for a replace- 
ment may mean a “loss’’ of business in this salesmen's case. 
HOW TO SELL IDEAS. March 
Providing unique services ‘to " {adustry “enables Banks- Miller to win 

friends and increase profits. 


THE MOVING FINGER POINTS TO YoU ° es 
In this case, a salesman is faced with the problem of either, ac- 
cepting the blame or passing it on to the manufacturer. 


PERSONALIZE YOUR SELLING. 
The benefits of the service offered by an "Indiana distributor are 
relative freedom from price cutting, and loyal customers. 


A WAY TO MORE PROFITABLE SALES 
A distributor offers greater service at lower costs. through a spe- 
cialized custom-order belting service. 


THE RULES OF THE GAME. .* 
In this case, a salesman uses @ game of golf to ‘make @ sale. 


PLANNING FOR EMERGENCIES. 

New Orleans distributor is prepared to give emergency service in 
the industrial community im the face of foul weather, earning the 
gratitude of old customers and gaining many new ones. 


THE IMPRESSIONABLE RECEPTIONIST May 104 
In this case, a salesman is confronted with a ” receptionist " who 
“plays favorities.” 

HOW TO PIONEER A SPECIALTY june 78 
This firm stresses the ‘‘systems”’ 
ideas in hydraulic applications. 


approach in merchandising new 


HOW TO SPECIALIZE BY PROBLEM SOLVING 
A distributor concentrates all resources of his small supply firm 
to sell specifications, not just products. 


UPGRADING SALESMEN’S KNOW-HOW 


An intensive product training course for one distributor's sales- 
men. 


THE PRICE IS WRONG 
n this case, the salesman's unwanted but constant companion, 
the price bugaboo, raises its ugly head. 


GENERAL 


SOMEBODY'S GOT TO SELL SELLING. .. . February 
Warren Pike, Boston distributor, works ‘with Notheastern. Uni- 
versity’s cooperative education program to help worthwhile stu- 
dents achieve a technical education and to assure his firm a 
supply of experienced, trained salesmen. 


1D EDITOR PUBLISHES BOOK eeweces , é08 
Management's approach to and planning of a punched-card in- 
stallation is explained in a volume entitled Punched Cards: Data 
Processing for Profit improvement, by ID Associates Editor Don 
McGill 

PORTRAIT OF A SALES MANAGER . June 
A survey of distributor sales managers conducted by iD” reveals 

some interesting facts about this executive and his job 


A DISTRIBUTOR WRITES A BOOK 
Howard Begg, retired president of Squier, 
written a book entitled How | Manage. 


Schilling & Skiff, has 


PROMOTION 


SELL YOUR FUNCTIONS ‘ . February 
The story of a successful public relations program designed to 
sell industry on distributor services. 

PUBLIC RELATIONS CAN BE EFFECTIVE March 
Ohio distributor instituted a P.R. program directed | to employees, 
suppliers, customers and the community 


MEETINGS 


SIDA MID-YEAR MEETING . oeeeece . February 
Southern distributors and their suppliers meet in ‘Houston “and 
adopt new techniques of wokshop sessions. 

WESTERN STATES DISTRIBUTORS MEET... ° ...March 
Profit analysis, appraisal of changing market and new ‘training 
programs for salesmen highlight San Francisco sessions. 


NEW YORK HOSTS THE BIG ny te : 
A summary of the events ef the three-day 1962 Triple Industrial 
Supply Convention, sponsored by NIDA, SIDA, and ASMMA. 


SPECIAL REPORT 


MANUFACTURER-DISTRIBUTOR RELATIONS 
A new look at critical areas of supplier-distributor teamwork 
reveals the need for updating practices to keep pace with new 
technology and industrial consumer demands 


Policy and Planning: “‘Intuition’’ Era Ends 
Market Knowledge: Facts on Needs Pay Off 
Training: More Intensive Programs 

Sales Promotion: Expanding Function 
Marketing: New Stress on Unity... . 
Time For Distributor Innovation 


ANNUAL SURVEY 


16th ANNUAL SURVEY OF DISTRIBUTOR OPERATIONS 

1961 sales volume decreased on the average of 3% from 1960's 
level. Most other factors remained somewhat unchanged except 
accounts receivable which showed « 9% increase. 


EDITORIAL 


-Distributor Relations 
New Directions ... 


INDUSTRIAL DISTRIBUTION 





ID ARTICLE INDEX July to Dec., 1962 


IDEAS FOR MANAGEMENT 


ARE YOU BIG ENOUGH FOR ADP? R cocnces Subp 
A distributor considering the mechanization of paperwork should 

first acquaint himself with automatic data processing equipment 

on the market, study use in similar firms and adapt the informa- 

tion to his circumstances 


WHAT IS THE RIGHT APPROACH TO ADP? , ep aveces 

The success of an automatic data processing installation depends 
on the approach you take in studying your needs. Five steps 
will answer the question of feasibility for the individual distributor. 


WHAT ARE YOU DOING ABOUT PROFITS? . September 
A radical plan to help distributors increase net profit, devised 
by Lloyd B, Mize, consists of concentration on high profit lines, 
education of salesmen and customers on the profit situation, and 
an end to cutting prices 


PROFITS CAN BE PLANNED FOR . . . October 
Indianapolis Belting & Supply carries out a plan to keep its costs 

in line with profit goals and to insure that cash will be on hand 

when needed 


MIP-DISTRIBUTOR SELLS PLANT ECONOMY ° November 
Ohio distributer launches Minimal Inventory Plan’ which cuts 
possession costs substantially, and pioneers a new apprvach to 
scientific stock control in customers’ plants 


DOES IT PAY TO HIRE A SPECIALIST? . » December 
Results of recent ID survey finds that specialists are " (generally 
expected to push only their own lines, but to accept orders for 
other lines if ofered. Compensation is usually on a salary basis for 
specialists; a commission basis for regular salesmen 


TAPE YOUR WAY TO SALES - . December 
A St. Louis distributor makes effective use of ‘‘taped” sales presen- 

tations to improve efficiency, cultivate key contacts and become 
informed on customer needs and potential. 


MIP: HOW PUNCHED CARDS SELL SUPPLIES . December 
A Canton, Ohio, distributor saves up to three-fourths his normal 

buying costs in stores and purchasing by setting up a nearly-auto- 

matic requisition system for his customers 


SALES MANAGEMENT SERIES 


Vil. ENLISTMENT AND SELECTION 
Recruiting and training of salesmen is a major re sp: sibility 
distributor sales management. Here are side lines. 


Vill. TRAINING THE SALESMAN ° secceue 
Training in sals anship techr also needed for ‘effective 


1X. SALESMEN’S COMPENSATION 
This article ¢ 


from the stra t comr nm the plan 


September 


pay programs, 


Xx. NEW LOOK AT heaps errant et myte osee «+++. Qctober 
Advertising an es p : bec e an essential function 

for industrial distributors. EH e the ste you need to take to 

keep abreast of what , ‘ f s are d s to promote their 
services and product 


XI. MANAGING SALES FOR PROFIT . November 
Distribution cost planning ‘and 
directing sales activit It t 1 what ts « losses will 

result from sale inderlining 
reasons for the profit or the 


Xl. SALES MANAGER AND sane SUPPLIERS 


This article explore , 


. . -December 
sken by a distributor 
sales manager to p e te vork between manu 
facturer and distributo 


SALES IDEAS 


WHAT IT TAKES TO PIONEER NEW LINES eee 
New sales training nd blicit s enable Milwaukee dis- 
tributor to shake ) wi bring in new applications 


FOUR HOURS A DAY FOR SELLING 

Analysis of a Iece f t tor shows it 
pays to penetrate famil " l t ontribute 
to net profit 


HOT REPORT—-COOL RECEPTION 
What does a salesman do when he fee he can make better profits 
for the firm and for himself by selling in another territory? 


SALES MEETING IN THE SKY . ... August 
Briggs-Weaver sales force takes to the air in s vartered plane to 
visit key supplier plant Re It ev t f yperation be 


tween salesmen and supplic 


HOW TO SELL PRODUCTION SAVINGS ... August 
Distributor salesmen mu I ack elling by ex- 

ploring customers’ product proc , if they are to help cut 

plant operating costs. 


126 


THE TALKATIVE TIME WASTER. . ° . August 
This case deals with a salesman who is coutrante d with the non- atop 
conversation of a purchasing agent who is also a good customer. 


HELP YOUR CUSTOMERS CUT INVENTORY . September 
A distributor can show his customers how much his services are 

worth, and he can also demonstrate—in dollars and cents——just 

what it costs the customer not to use distributors. 


£0Q AND YOU. aS 0 be October 
Here's a way to he ip : your c ‘customers ‘reduc e the ir ‘buy ing costs by 
ordering at the right time in the right amount 


SURVEYS CAN OPEN DOORS............. 20 . October 
A Memphis salesman features the formal plant survey to give cus- 
tomers an added concrete benefit that helps them cut their costs. 


THE P.A. WHO CHANGES JOBS... oe ave . October 
A salesman faces the problem of a 'p A. “‘friend’’ who has gone to 
a more important buying job with a iarger firm and changed his 


sources 


TRAIN YOUR SALESMEN WITH REAL CASES ° November 
A new approach to sales training using tape recordings, role-playing 

and flip charts: it is giving salesmen a new insight ox their role and 

helping them solve problems 


IDLAS’ DILEMMA ...... 7 ° November 
Whea no one in the plant is willing to sign an order for needed 
equipment, what can the salesman do to get the action started? 


HOW DO YOU REACT TO TOO-LARGE ORDERS? . December 
When an order four times the size of a normal one comes in, ‘would 

you, as phone salesman, accept it without question, or try to have 
instructions clarified? 


GENERAL 


THE IDJIT AND THE WIDJITS 

A modern fable outlining an interesting approac ch to formation of a 
non-profit enterprise, replete with dramatic situations aud an ap- 
propriate happy ending 


NEW ERA FOR DISTRIBUTORS IN EUROPE 
Dr. Emil Lux discusses European distribution from the German point 
of view. 


ARE YOUR EXPENSE REPORTS ADEQUATE?. , 
Michigan distributors adopt a new form to keep a re cord of « expenses 
and a running talley of the salesman's contacts. It als satisfies 
the tax man, 


“WERKZEUGE HUBER’'—INDUSTRIAL DISTRIBUTOR , ... . October 
Young American visits Austrian industrial distributor firm and finds 

that hours are longer, pay is lower, but the sales morale is high 

Stock is familiar since most of it is imported from U.S.A 


December 
lk of an alleged 
ID concludes 


FACTS BEHIND THE SEARS, WARD RUMOR 
After checking the facts behind the current 
Sears, Ward's ‘“‘plunge into industr 

that up to now there is little more ! Or r top execu 
tives deny they're planning such a drive i's primarily 
toward building, institutional and hotel contract 


PROMOTION 


DIRECT MAIL CAN SELL oes " — ‘ . 
Tennessee distributor organizes an effective direct mail campaign 
based on fresh ideas and imagination. 


MEETINGS 

DISTRIBUTION IN TRANSITION? . November 
Industry leaders take up controversial iss yrice cutting, waste 

in distribution and the pros and cons of stockless purchasing—at 
ASMMA’'s Industrial Distribution Conference in Cincinnati 


SPECIAL REPORT 


HOW THE PROS PRODUCE. . . . September 
A special report for salesmen : don signed to raise thei ir ’ sights and set 
new performance goals in keepiog with tod s rugged selling 
climate—from nine ‘“‘pro’’ salesmen who have ade their mark. 


. September 
. . September 
. September 


Know Your Products and Their Uses 
Know Plants and How They Operate 
Know Your Customers’ Procurement Costs 


EDITORIALS 


The Top Ten 

Hot Tip 

Sell Values . 

Report Fror Sweden 
Distribution’s Challenge 


Good Going December 


INDUSTRIAL DISTRIBUTION 





